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Christmas Campaigns 


ORE electrical equipment, particularly for 

household use, is re‘ailed during December 
than any other month of the year. This is largely 
due to the growing practice of giving electrical gifts. 
As electrical gifts are both useful and ornamental, 
the practice is one which will likely grow in popu- 
larity. 


It is up to the electrical dealer to see that he gets 
his share of this business by making a special drive 
for it during December. Advertising, circular mat- 
ter, and window displays should be prepared with 
this point in mind. 


And don’t forget to include all of the electrical 
appliances you handle which would make suitable 
Christmas gifts. A lot of your customers will 
already have on hand a number of the more com- 
monly used articles, and it is by suggesting addi- 
tional ones to them that you can expect to get your 
highest percentage of sales returns. 


Get that window dressed up early in December, 
and keep it attractively arranged during the entire 
month, making changes in the layout from time to 
time to liven it up. And don’t forget advertising in 
your local papers, and direct mail work. 











* ELECTRICITY on THE FARM (except this ‘‘Dealer Section,”’ printed on tinted paper) 
has already been placed in the hands of upward of 100,000 farmers along the rural 
overated by more than 200 power companies. Hence the articles you find in gt ag will be 
read, or have already been read, by many of the farmers in your territory. You therefore, 

in a position to approach these farmers on the subjects with which they are familiar. Your 
way is paved for increased sales of electrified farm equipmer* 
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This Exclusive 
Principle 
Assures Big 
Sunbeam Sales 


Farmers are quick to see the extra economy, simplicity and dependability 





of the Sunbeam Farm-Lite due to its exclusive revolutionary principle. 


Once they know the advantages of the Sunbeam, they are easy to sell. 
Satisfied users tell others—and soon you have developed a successful, 


profitable business. 
We want live representatives. 
able franchise offer. 









NBE: 


\ ELECTRIC 
FARM-LITE 


Starts, Oils, Regulates and Stops Itself 
SUNBEAM ELECTRIC MANUFACTURING CO. 
Evansville, Indiana 
Mfrs. of Railroad Lighting Equipment Since 1883 





Write us today for our unusually profit- 



























New and Greater 
S. O. S. Farm Light Batteries 


The right battery for each 
farm requirement. 
Our new S. O 
type Farm Ligh 
ies include 
PORCELAIN COVERS -— 
PLATES SUSPENDrD 
FROM -THE COVER — 
LARGE ACID SPACE — 
NO CHANCE FOR 
SHORT CIRCUITS FROM 
ACCUMULATIONS 
THE BOTTOM OF JAR. 
S. O. S. Batteries proven 
best by years of service. 
New Distributor Contract 
on Auto, Radio and Farm 
Light Batteries Ready! 
WRITE TODAY—S. O. S. 


opi 
\\ Batteries. BEST — BAR 





NONE! 
VICTOR STORAGE 
BATTERY CO., 


Rock Island, Illinois 
Established 1914 




















FARM LIGHT BATTERIES 
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Five year Extra heavy 







guarantee reinforced cover 
Heavy-duty Ample 
plates sediment space 










Write for Attractive Agency Offer 


We want to tell you how this battery will double your 
present business. Write us for proposition. 


We also manufacture a complete line of A & B types 
of storage batteries for radios and automobiles. 


Western Cable & Light Co. 
BALDWIN, WIS. 
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profits 


Larger Jars — extra thick plates — 


big oe ont t spac ce — improve 
jlot cell —DOU UBLE INSUL! 
the features © 


w Universal Farm Li 


dence and your pro 

Good steady profits val the time 
_profits from 4 dep yendable staple 
that is advertised in 26 farm mage 
azines wit a total cire ~ulation © 


8,000, 000! Think that over 


terested and there isn0 jou gation. 
UNIVERSAL B BATTERY co. 
3414 South La Salle Street 
CHICAG 30, ILL INOIS 

Batteries for Every Purse and Purpose 

em ADIO - RM LIGHT 

arts for / All Makes of a 
sHOP EQUL PME 


Universal. Batteries 


oaonxeer"™ onan aimee er 
BATTERY COMP ANY, 3414 South La Salie St., Chicago [llinois 
further informatio 


me, without obligation, 
heet and Battery Guide. 
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DVERTISING for farm 

lighting is most successiul 

when it points out some- 
thing that will benefit the pros- 
pective customer. 

If you say “Well, I'm going to 
write an advertisement,” you begin 
to get in the frame of mind that 
a boy used to have when he was 
speaking his piece before the 
school on Friday afternoon. You 
get all fussed up about the deliv- 
ery of the message and sometimes 
forget what you ought to say. 

There is a suggestion for deal- 
ers in what Miss Helen Landon 
Cass, advertising. manager for an 
Albany, N. Y., store, told a con- 
vention of retailers: 


People Buy Necessities 


“People don’t buy things to have 
things; they ‘buy things to work 
for them. They buy hope, hope 
of what your merchandise will do 
for them. Ear-rings we buy, not 
as twinkling bits of metal, but be- 
cause they will give us youth, or 
age, sophistication, piquancy or 
romance. We are trying to buy 
the gifts of the gods, two for 
fifty-nine cents.” 





Water at the faucet on 
the farm with electric 
lights and power makes 
the farm house a home. 
George J. Webb, Inc., con- 
tracts the complete instal- 
lation on suburban or rural 
homes in any part of the 
state. Specifications and 
estimates furnished on re- 
quest. 











A Contractor's Ad That Empha- 
sizes the Convenience of Elec- 
tricity. 
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How Will It Help the 
Prospect? 


By A. A. 


SHIELDS 


There is too much worehip of 
advertising for its own sake upon 
the part of some advertising men 
who want to make it a mysterious 
and difficult rite. What the news- 
paper advertisement is for is to 





Mong the pperHighwey 
Au — tas of Mahan & ties toe built Moment Wis- 


is it passes 
Gheetric city * hich brings help and gh A to 
honres. 


Jor Clean Milk. 











Clean milk requires a lot of hot 
water for washing the utensils. 
An electric water heater will 
supply it at the place where the 
work must be done, 


No tiling the kitchen with milk 
caps 
No carrying the teakettle to the 
milk house 
No fire hazard 
Just snap the switch when you 
start to milk and the water will 


be piping hot when you want it. 
Keep clean milk in clean cans. 





WISCONSIN “oral Bape given Wn 
jo fe) 
PQWERMOLIOHT | on Se eetm mn core 


COMPANY - 


Addr 




















Here’s a Power Company Ad 
That Sells the Service Performed 
by Electricity 


carry your helpful suggestions to 
the people who might become your 
customers. As David Duleney 
said in Printer’s Ink about the 
advertising writer: ; 

“Frequently it is not a knowl- 
edge of advertising he needs most, 
but a knowledge of the mechanics 
of life.” 
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Building Rural Load 


This Is the Big Problem in 
Farm Electrification, but It Is 


Being Successfully Handled* 





By Cuas. F. Stuart ; 
Chairman Rural eo. Service 
Committee, N.E.L 





r I ‘SHE phrase “acceptable farm To that end, as Chairman of the 
load” is somewhat difficult National Rural Committee, I 1 
to define. We all know that recently sent a letter to the chair- 

if the farmer is to be a small con- man of Rural Electric Service ‘ 

sumer that is no way of extending Committees of all geographic divi- 1 

service to him at a price which _ sions asking the respective chair- i 

will not prove either prohibitive men if they could cite to me a \ 

to him, or a loss to the service number of examples in each state 

company. It follows then as a_ in their respective divisions where i 

logical conclusion that to put farm farmers were not using in excess f 

electric service on a mutually satis- of 1200 K.W.H. but of 3,000 \ 

factory basis we must show the K.W.H.a year. I distinctly speci- 

farmer profitable ways to use far fied in this letter that I was not 

more electricity than he formerly interested in farms which might 

consumed. be the plaything of rich city men r 

Authorities differ somewhat as but wanted data from real farmers a 

to the minimum consumption the who are tilling the soil as a means n 

farmer must attain to make farm of livelihood. I also requested c 

service practical. Frequently 1200 that they outline briefly how the a 

K.W.H. a year is mentioned as a energy was being employed. f 

feasible minimum. I do not know a 

that this figure is entirely accu- A Few Examples Kk 

rate but I think that we can rest Before turning this over to your 

assured that it represents fairly Secretary, however, permit me to r 

well the minimum consumption cite just a few examples from tl 

necessary to malse the business ar- some of the states heard from. Cc 
rangement between farmer and Here are five Missouri farmers fr 

company a mutually satisfactory using all the way from 3,000 e 

one. ; : K.W.H. per year to 11,000, and m 

The Rural Electric Service Com- five more from. Kansas running all fi 
mittee of the National Electric the way from 3,000 to 4,000 ni 

Light Association wanted some K.W.H. a year. 

definite information on the subject I assure you I did not overlook TT 

of what is being accomplished our home state of Minnesota where 


throughout the nation in regard to 


our enthusiastic chairman turned 


building the farm load. They in a list of thirty-two running all 
wanted to know just what use is. the way from 3,000 K.W.H. to 
being made of the facts which 13,000 per year. He wanted to 


have been developed on the ex- 


perimental investigations now in had already exceeded the speed - 
progress in twenty-four states; limit. 
whether this information was North and South Dakota offer 


being put to use on farms other 


give me more but I told him he 


examples running from 3,000 to 





than those served by the experi- 11,000 K.W.H. per year. Wash- 
mental lines, and with what ington reports five customers run- 
success. ning between 2,500 and 63,000 


* Abstract of paper presented before Pennsylvania Electric Association, Sept. 7, 1928. 
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nine 


K.W.H. Oregon sends in 
i 39,000 


ranging from 3,000 to 
K.W.H. 

The south is not behind. Here 
is a list of four from South Caro- 
lina. The smallest consumer used 
better than 6,000 K.W.H. last year 
and the largest 23,000. Mississippi 
reports five running all the way 


from 6,000 to 21,000 K.W.H. 
Florida sends in five running 
from 3,300 to 15,000 K.W.H. 


Alabama sends in examples run- 


ning all the way up to 14,000 
K.W.H. Tennessee sends _ five 
ranging from 4,000 to 53,000 
K.W.H. Colorada is just getting 


down to the serious business of 
developing its rural load and shows 
its progress by sending in several 
whose consumption runs from 
1200 to 4,000 K.W.H. Oklahoma, 
in that land of widely scattered 
farms, has eight running all the 
way from 3,000 to 9,000 K.W.H. 


Consumption in Pennsylvania 


I know that some of your rural 
men are beginning to feel that I 
am slighting Pennsylvania. I am 
not. The day I left home I re- 
ceived from Mr. Charles E. Oakes 
a list of fifteen Pennsylvania 
farmers whosé consumption runs 
all the way from 2,500 to 29,000 
K.W.H. per year. 

It should not be taken that this 
represents all the farmers from 
these states whose consumption ex- 
ceeds 3,000 K.W.H. a year. Far 
from it. I asked for three to five 
examples in each state and in 
most instances I got more than 
five with assurance that additional 
names could be sent on request. 
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In the terms of the legal profes- 
sion, I should say that this list 
represents “positive evidence” that 
an acceptable load can be built on 
the farm. 

The First Step 


The first step toward building a 
rural load is the establishment of 
a Rural Electric Service Depart- 
ment. This department should 
have the support of the executive 
officers of the company. If left an 
orphan without co-operation from 
the Sales, Engineering and other 
departments, the establishment of 
the rural organization is only a 
futile gesture. I am aware that 
many of the companies in Pennsyl- 
vania have such departments 
which is fortunate because so far 
no one has offered any other 
sound, logical, and sane way of 
developing farm service. 

Once organized your Rural De- 
partment, of course, must proceed 
intelligently. Electricity on the 
farm is still new. That which is 
practical on one farm is not 
practical on another. One man is 
engaged in one type of agriculture, 
another man in a distinctly differ- 
ent type. One specializes in 
poultry, another in dairying. One 
has a big dairy herd, another a 
small one. Providing that your 
lines are adequate to serve the 
kind of farm load you want to 
build, the first step for your field 
man is to make sure that the farm 
buildings are equipped with ade- 
quate light and power circuits. 

No material load building can 
be accomplished without laying this 
foundation. 

(Continued on page D18) 











department. 





“The first step toward building a rural load 
is the establishment of a rural electric service 
This department should have 
the support of the executive officers of the 
company. If left an orphan without coopera- 
tion from the sales, engineering and other 
departments, the establishment of the rural 
organization is only a futile gesture.” 
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Capturing the Holiday Trade 


By CLEMENT WHITE, 


Riley, 


ODERN | electrical appli- 
M ances are so desirable for 
gift purposes that the 
dealer can make a big increase in 
his sales volume by conducting an 
intensive drive for trade as the 
holiday season approaches. 
Publicity is of maximum value 
at this season. Show window 
trims, newspaper advertising and 
direct-by-mail publicity can be 
used in combination to good ad- 
vantage. The chief essential is to 
offer the public pertinent hints 
regarding the desirability of elec- 
tric appliances for gift purposes, 
and to focus the attention of pros- 
pective customers upon your attrac- 
tive, well assorted stock. 
A show window trim is mostly 
effective for stimulating customer 
interest, provided seasonable dec- 


Kansas. 


orations are used. A _ sightly 
Christmas tree, a Santa Claus, and 
Christmas decorations around the 
holidays, will engage the interest 
of passers-by, and induce them to 
stop and inspect the appliances in 
the window. This is particularly 
true in the case of small town 
stores, where attractive, seasonable 
show window displays invariably 
attract a great deal of attention. 
It is easy to conjecture that the 
dealer who stresses the desira- 
ability of toasters, percolators, 
heaters, lamps, radio, etc., for 
Christmas gifts will make his 
store a popular headquarters for 
shoppers. 

When arranging the Christmas 
window display, it pays to show 
each appliance to the best possible 
advantage, and to make the com- 





The Tree is the Center of the Christmas Window Display. 
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This “Cozy Home” 


plete display so interesting that 
shoppers will feel induced to ex- 
amine and price the merchandise. 

Special attention should be 
given to preparing helpful .ad- 
vertising copy. A list of modern 
appliances, designed to meet the 
requirements of the great ma- 
jority of customers, is_ helpful. 


ELECTRICITY ON THE FARM 


Window Trim’Features Lamps and Electric Ranges. 


When publishing the list, it is ad- 
visable to briefly review the out- 
standing merits of each appliance, 
and to place emphasis upon the 
practical features of the stock of 
appliances. Each year an increased 
number of Christmas shoppers turn 


(Continued on page D22) 


Let Your Christmas Window Suggest the Electrical Gifts. 
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Here’s the General Electric 


Company's 


Rural 


1928 Class in 


Electrification. 


Training Rural Specialists 


By R. M. Bunn, 


ARM electrification, with its 

attendant problems, is providing 
a new profession—the rural service 
specialist. Skilled in electrical 
engineering and familiar with rural 
problems, this type of engineer is 
becoming an ingreasing factor in 
the development and extension of 
rural electrification. 

Recognizing this field, the .Gen- 
eral Electric Company, in coopera- 
tion with central stations, last year 
instituted a course of training to 
train specialists in rural electrifica- 
tion. Five men and one instructor 
enrolled in the course and all are 
occupying responsible positions in 
the field 

This year, twelve men and one 
instructor are enrolled. All afte 
college men with an understanding 
of the farm. Most of the young 
men are agricultural school gradu- 
ates. 

The men taking the course were 
selected by central stations in 
various parts of the country and 
upon completion of their work 


will take positions with the com 
pany which sponsored them. 

The training period began at the 
Schenectady works of the General 


Electric Company on June 25 and 
concludes on October 20, a period 
of 17 weeks, eight of which are 
spent at the Schenectady works 
and seven at other plants of the 
company. The course is almost 
wholly devoted to instruction in 
electrical matters. The men admit- 
ted to it have an excellent founda- 
tion in the subject of agriculture, 
gained through study of it at col- 
lege or having lived in rural dis- 
tricts. 


Following is the list of men 


taking the course at present, and 
the company to which each will 
report upon completion of his 
work: 

T. D. Banning, Bellefontaine, 
Ohio. Dennison University ’20. 


Florida Power and Light Company. 
R. . Choate, Baywood, Va. 
B.S. in Ag. Eng. V.P.I. ’28. Ap-.- 
palachian Electric Power Company 
A. C. H. Cook, Forreston, Texas 
Texas A. & M. ’28. Central Power 

and Light Company. 
T. C. Cunningham. McKinney. 


Texas. Texas A. & M. ’28. Wes: 
Texas Utilities Company. 
W. C. Eddy, Simsbury, Conn 





* 


{> 
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Conn. Agricultural 
A. A. Johnson, Shreveport, La. 
Louisiana State University. South- 
eastern Gas and Electric Company. 
J. Lacy, Fernwood, rf 
Cornell ’28. Associated Gas 
Electric Company. 

H. W. LeMert, Sterart, Nebras- 
ka. University of Missouri ’26. 
Missouri Power and Electric Com- 
pany. 


and 


Maine. 
Central 


L. Manter, Wayne, 
University of Maine ’28. 
Maine Power Company. 
B. H. -Miller, Hampstead, Md. 
University of Maryland ’28. Con- 


solidated Gas and Electric Com- 
pany. 

F. S. Schultz, Palm, Pa. Penn. 
State ’28. Pennsylvania Power 


and Light Company. 
P. Windham, 
University of Florida ’28. 
Power and Light Company. 
W. <. Hackman (instructor), 
St. Charles, Mo. Nebraska ’26 
Nebraska. 


Gonyaley, Fla. 
Florida 


Changes in Oregon 


Project 
Mr. F. E. Price, Oregon Agri- 
cultural College, Extension Spe- 
cialist in Agricultural Engineer- 


ing and Soils, has been appointed 
as project leader of the Oregon 
Committee on the Relation of 
Electricity to Agriculture to suc- 
ceed Mr. Kable who has resigned 


to take up work in the East. Mr. 
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College ’28. 
Hartford Electric Light Company. 





D 
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Price assumed his new duties Sep- 
tember 15. 

Mr. Price is a graduate in agri- 
culture from O. A. C., with special 
work in agricultural engineering. 
He was a leader in student activ- 
ities in college, and an assistant in 
the Farm Mechanics Department, 
and has been an organizer and a 
leader in his work since gradua- 
tion. As a specialist he has given 
particular attention to irrigation 
pumping, land clearing and soil 
improvement. He has also had ex- 
perience as a county agent and in 
supervisory work. He has trav- 
eled extensively in the state, has a 
wide acquaintance both with agri- 
cultural leaders and agricultural 
conditions, and is well liked by his 
co-workers and farm cooperators. 

Mr. Kable has accepted the 
directorship of the National Rural 


Electric Project located near 
Washington, D. C. He will re- 
main in Corvallis until Novem- 


ber 1 to complete some of the work 
in progress. 


Embarrassing 
A young farmer, bringing his 
bride to the city on their honey- 
moon, visited a hotel where he had 
often stopped and where they 
boasted of fine honey. 
“Mose,” the bridegroom asked 


the waiter, “where’s my honey?” 
“Ah don’t know boss,” replied 
Mose, eyeing the lady cautiously, 


“she don’t wuk here no mo. 





Owen D. Young, Chairman of the Board of the General Electric 
Company, Gives an Informal Talk to a Group of Rural Electrification 


Students at His Farm Near Van Hornesville, N 








Nov. 1928 ™. 
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Electrical Executive Shows Electrification 
Within Reach of All 


By R. M. Bupp, 
General Electric Co. 


| ie! the vicinity of Van Hornes- 
ville, Herkimer county, New 
York, is a modest farm, adequately 
electrified, yet far from being a 
model farm in this particular, de- 
spite the fact that its owner is 
‘chairman of the board of directors 
of America’s largest electrical 
manufacturing company. it seems 
@ paradox that with advocates of 
rural electrification conducting an 
intensive campaign for complete 
farm electrification, that this com- 
manding figure of the electrical 
world should continue with only 
a modest outlay of electrical 
‘equipment. 

Yet Owen D. Young, chairman 
of the board of the General Elec- 
tric Company, is one of the strong- 
est advocates of complete farm 
electrification, and is doing his 
share of missionary work by de- 
monstrating to his neighbors that 
necessary electrification is not only 
economical, but within the reach 
of every farmer. 

As he explains his position: 

“If I were to electrify every- 
thing in sight, the-farming would 
of course be much easier, and we 


could do our work more effi- 
ciently. But you see, the other 
boys around here on the hills come 
in to look my farm over once in 
a while. And if they saw an elab- 
orate set-up, what would they say? 
They’d shake their heads, and 
they'd say, ‘It’s all right for you, 
Mr. Young. But we—most ot us 
—can’t afford anything like this.’ 

“I want to show them that farm 
electrification is within the reach 
of every farmer. I want them all 
to realize that an elaborate elec- 
trical equipment i$Sn’t at all neces- 
sary at first. I want to do some 
real missionary work for these 
chaps out here_on the hills—want 
to show how every one of them 
can put electricity to work for 
himself. So I keep my electrical 
equipment simple.” 

The electrical equipment which 
he has on his farm is within the 
reach of his neighbors—and any 
farmer of average means. He has 
electrical milking equipment, which 
is of proved merit. He also has 
electrical milk cooling apparatus 


(Continued on page D23) 








Display of Household Electrified Apparatus at the Indiana State Fair. 
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Purdue Has Electrical 
Exhibit at State Fair 


At the recent Indiana State 
Fair, held at Indianapolis, Indi- 
ana, Purdue University, of La- 
fayette, Indiana, staged what was 
probably the most elaborate rural 
electrification exhibit ever shown 
by an educational institution at a 





Pneumatic Water Systems had 
Theirs in the Purdue Display at 
Indianapolis 


state fair. The object of the ex- 
hibit was to illustrate the many 
labor saving uses for electricity in 
connection with farming, and 
judging from the comments heard 
on all sides, the demonstration was 
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a big success. Household uses 
of electric current as well as gen- 


eral farm uses were included. 
Milking machines, feed grinders, 
milk coolers, water systems, re- 


frigerators, electric ranges, and a 
wide variety of smaller appliances 
were shown. 

The pictures herewith illustrate 
the various features of the Purdue 
Exhibit which attracted most at- 
tention. Two general headings 
were shown over exhibits, one 
“Electricity Serves the Farm 
Home” and the other, “Electricity 
Works For the Farmer.” Under 
the latter heading was the illu- 
minating slogan “New Hired Man 
—Ever Ready—Efficient—Willing 
—Economical.” 

Purdue University has been one 
of the most active educational in- 
stitutions engaged in promoting 
rural electrification, and the In- 
diana State Fair is but one of the 
channels employed through which 
the message of farm electrification - 
is delivered to the farmer. 


Electric Heat Dries Lumber 
in Two Days 


By the use of electric heat, a 
Chicago lumber company has found 
that it can dry its lumber in two 
days time, without damaging the 
wood, and with low operating costs. 
The company has made two installa- 


tions of electric lumber drying 
equipment in its plant, which have 
proved effective. The principal 


value of the electric drying process 
is in conditioning short lengths of 
lumber to make window and door 
casings. 





Some of the Labor Saving Uses of Electricity on the Farm Were 





Shown in this End of the Purdue Exhibit. 
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Battery Men Hold Con- 


vention 
The annual meeting of the 
National Battery Manufacturers’ 


Association was held at the Ambas- 
sador Hotel, Atlantic City, N. J., 
on September 20 and 21. 

President D. H. Kelly opened 
the meeting with a short address 
in which he summarized the work 
of the association since its begin- 
ning and further stated that “It 
has steered a clear course in com- 
plications through unwise actions 
and almost entirely free from 
criticism.” 

—s Mr. Kelly’s address, 

J. Parker, Commissioner 
= = "Association gave a report 
and a very interesting talk on the 
“Battery Industry as | Have Found 
jg 


“Some Significant Trends in the 
Automobile Industry” was the sub- 
ject of a talk by Mr. G. M. Graham, 
Vice-President of the Willys-Over- 
land Company, Toledo, Ohio. 


_ Subjects Discussed 


Some of the other subjects and 
speakers on the program were: 
“Uniform Cost Accounting System” 


by Mr. A. F. Strayer Treasurer of 
the USL _ Battery _ Corporation; 
“What of the Future” by 


Mr. J. B. Perlman, Hartford Bat- 
tery Mfg. Company; “Export Mar- 
ket for Batteries” by Mr. E. L. 


Bacher, Mgr., Foreign Commerce 
Department, Chamber of Com- 
merce, Washington, DB C.: “Seene- 
ardization” by Dr. G. W. Vinal, 
Physicist, Bureau of Standards, 
Dept. of Commerce, Washington, 
D. C.; “Tabulation of Battery 


Stocks” by Mr. Marshall T. Jones, 
Bureau of Foreign & Domestic 
Commerce, Dept. of Commerce; 
“The Dealer-Distributor Tie-Up” by 
Mr. M. D. Graham of Automotive 
Merchandising and Automotive 
Wholesaling; “The ‘Will Rogers’ of 
the Battery Industry” by Mr. E. €. 
Handler, Lyons Storage Battery 
Company; and “Better Business 
Work in the Battery Field,” by Mr. 
K. B. Willson, Mgr., Merchandis- 
ing Section, National Better Busi- 
ness Bureau. 


New Officers 


The following were elected as 
new officers for the coming year: 
Messrs. Ward S. Perry, President; 
J..B. Perlman, First Vice-President ; 
A. A. MacLean, Second Vice-Presi- 
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dent; Paul M. Marko, 
surer; E. C. Handler, 
L. A. Doughty, 
Directors; W. J. 
sioner. 


Sr., 
Secretary; 

J. Baracree, 
Parker, Commis- 


Trea- 


Convention Exhibits 


Exhibitors at the convention in- 
cluded the American Hard Rubber 
Company, New York City; Atlantic 


Separator Company, Brooklyn, 
N. Y.; The Battery Man, Terre 
Haute, Ind.; The Battery News, 
New York City; Continental Rub- 
ber Works, Erie, Pa.; Gaynor 
Glass Works, Salem, N. J.; Good- 


rich Rubber Company, Akron, Ohio; 
Hood Rubber Company, Watertown, 
Mass.; Indianapolis Mfg. Company, 
Indianapolis, Indiana; E. Mars- 
den Glass Works, Ambler, Penn- 
sylvania; The Monobloc Company, 
Dover, Ohio; Rakuda Wood 
Products, Inc., Pittsburgh, Pa.; The 
Richardson Company, Cincinnati, 
Ohio; H. H. Robertson, Inc., Pitts- 
burgh, Pa.; Weidenhoff, Chicago, 
Illinois; Whitaker Battery Supply 
Co., Kansas City, Mo. 

_ It was voted that the next meet- 
ing of the Association be held the 
first week of April in Cincinnati, 
Ohio. 4 


New Rural Lines in 
Maryland 


The Suburban Electric Power 
Company, located at Waldorf, 
Maryland, is extending thirty-three 
thousand volt lines into all parts 
of Southern Maryland for the 
purpose of marketing electric 
energy to the farmers and _ vil- 
lagers of this district. Current 
was turned on recently on the first 
section of the line which gives 
service to the large John Deere 
Dairy farm. On this farm elec- 
tricity is being used to the fullest 
extent conducive to economical re- 
turns. Mr. J. M. Price, Vice- 
President and General Manager of 
the Company, is very greatly in- 
terested in Rural Electrification, 
which is evidenced by the fact that 
Mr. Halterman, an Agri- 
cultural College Graduate with 
Rural community experience, is 
devoting his entire time to rural 
electrification work for the fo m- 
pany. 
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Bob’s Page 


Devoted to Merchandising of Electrical 
Equipment in Rural Communities 
Conducted by Robt. J. Fulton 





Push Those November Sales 


OVEMBER is a _ dandy 

month for the up-to-date 

progressive merchant to see 
that all his customers that have 
electricity have an Electric Heater. 
Have you ever had a window on 
Electric Heaters? Do you mer- 
chandise Electric Heaters or do 
you wait for your customers to 
ask you for them? 


You know that you have so 
many appeals to your customers 
for Electric Heaters, that they 
will sell themselves. For instance 
can you imagine the appeal to 
those on the farm that the Electric 
Heater drives home with “Just to 
take the chill out of the room 
early in the morning.” Everyone 
of us who have ever lived on the 
farm knows what that means. Also, 
“Shave in comfort these chilly 
mornings,” and “Save fuel with an 
Electric Heater,” also, “No need 
to start the furnace too soon.” 


You can use the above sugges- 
tions and also something like the 
following : 


“Would you like to save a good- 
sized fuel bill this Fall? Come 
into our store and purchase one or 
two portable Electric Heaters—be 
ready for those chilly Fall days.” 


‘When you dress or shave in the 
morning let this quick comfortable 
warmth chase away the cold. When 
you give baby his bath or when one 
of the children is home. with a 
cold, get this instant heat exactly 
where you want it. Electric heat- 
ers are handy all Winter to warm 
up cold rooms, to make bedrooms 
warmer while you dress. 





“Electric heaters use so little 
electricity that any one can afford 
them. Savings in fuel- bills and 
what you would pay out to cure 
colds will repay you many times 
over what they cost.” 

You can’t imagine how easy it 
is for you to move your merchan- 
dise, if you will go after it in the 
right way. Tie up with the manu- 
facturers and do not be content 
to let him go ahead and create the 
demand. 

You know advertising is fifteen 
years ahead of retail selling and 
retail selling must step on the gas 
or advertising will be doing the 
whole job, and there will be no 
place for the retail merchant. 

I mean that advertising and sales 
promotion work of the factories 
are so highly developed that most 
of the merchandise is sold to the 
consciousness of the consumer be- 
fore he ever enters the retaii store, 
and it is up to you to not be the 
one that opens his store and waits 
for the customer to come in and 
ask for what he wants. Rather, 
be the one to make them come in 
and after they ‘are in, by your dis- 
plays, store arrangement, stocks 
and sales people, awaken that 
consciousness and get your share, 
yes, more than your share of the 
business. 

The only hope for the indi- 
vidual merchant, or shall I say, the 
merchant who is progressive and 
wants to be successful, is that he 
will awaken to the great truth 
that moving merchandise to the 
consumer is his job. Also, that 
moving merchandise is a study as 
deep as the study of law or medi- 
cine, and equally worthy the best 
brains of mankind. 
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DEALER 


Building Rural Load 
(Continued from page D7) 


The farmer has been accustomed 
to cheap wiring jobs. Electrical 
contractors have encouraged him 
in this. Wiring costing as little 
as $40 or $50 for the entire job 


frequently is installed. Adequate 
wiring of house, yard, barn and 


other out-buildings usually costs in 
the neighborhood of $300. Your 
field man has his work cut out for 
him in proving to the farmer that 
the more expensive job will prove 
a good investment for him. It is 
not so difficult, however, when it 
is realized that the cheap job pro- 
vides perhaps 20% service and the 
complete job 100%. 
List of Equipment 


Next a list of equipment for 
each farm in order of its impor- 
tance should be outlined. Light- 
ing, of course, comes first. 

Then comes running water which 
means a motor on the well and 
plumbing in the house. The elec- 
tric range and the electric refriger- 
ator are proving more popular and 
more practicable in the farm home 
than anyone anticipated a few 
years ago. Figures from some of 
the university investigators indi- 
cate that it costs no more to oper- 
ate an electric range than to cut, 
saw, split, and carry the wood 
from the farm—wood lot, especially 
when consideration is given to the 
price this wood would command if 
sold in the neighboring population 
center. 

Where daily deliveries of ice are 
not available, and they seldom are 
in the country, farmers are finding 
it real economy to install electric 
refrigeration than to make the in- 
vestment in an ice house with the 
accompanying necessity of cutting 
ice in the winter time, hauling it, 
buying’ sawdust, storing it, and in 
the summer time hauling it out, 
cleaning it, and placing it in the 
icebox. On a South Dakota line 
seventeen out of nineteen farmers 
served have purchased Kelvinators. 

The washing machine and the 
electric iron command a ready sale 
and many farmers are buying iron- 
ing machines for their wives. 
Lighting of henhouses is easy to 
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develop as there is any amount of 
data available proving conclusively 
that this is a money paying invest- 


ment. Cost of installation and 
operation are both small. A head- 
light heater in the hog pen also 
should sell readily because it has 
been demonstrated that it can pay 
big dividends when used to warm 
and dry a litter of baby pigs at 
time of birth. 


Dividend Payers 


It should be borne in mind all 
the time that it is this barnyard 
equipment which pays the divi- 
dends which are not obvious to the 
farmer, and that as he sees these 
appliances yield a return he is more 
inclined to put money into hoyse- 
hold appliances. The milking ma- 
chine offers an opportunity for the 
motor drive. Many farmers re- 
fuse to use the milking machine 
unless operated by a motor. Fig- 
ures from tests made by a number 
of colleges show that the milking 
machine driven by a motor makes 
possible a material increase in the 
dairy herd without commensurate 
increase in labor costs. 

Sale of motors for feed grinders 
depends, of course, on compari- 
son with other means of perform- 
ing this task. The tendency is 
toward small motors and the pro- 
motion of automatic operation. 
Comparatively small motors are 
now used for cutting ensilage and 
filling silos but their sale always 
is dependent upon demonstrating to 
the farmer that this is a cheaper, 
better way to do these jobs. In 
fact, through the entire operation 
of developing the farm load the 
field man must be sure that each 
and every application pay its divi- 
dends in dollars and cents and 
there is much material now avail- 
able to support such contentions. 
I recommend for your considera- 
tion two publications. One is 
Volume IV, Number 1, C. R. E. A. 
Bulletin. This bulletin is in reality 
a book published by the Committee 
on the Relation of Electricity to 
Agriculture last January. It con- 
tains 136 pages, profuse illustra- 
tions, and there is to be found be- 
tween its covers practically all 
information available today on the 
subject of applying electricity’ to 
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put on the mailing list. 








‘““ELECTRICITY ON THE FARM . . 
sively to reliable and specific information on how 
to put electricity to work on the farm. 
zine should be in the hands of your rural field men, 
and at a very small cost your farmers all could be 
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agriculture. These can be pur- 
chased —_ the Committee at a 
very smé cost and it is well 


worth while for any company to 
send a copy of this bulletin to 
every present and prospective farm 
customer. 

Experience indicates that the 
farmers keep this bulletin, go over 
it again and again. They may be 
slow to move but a number of com- 
panies have reported that these 
bulletins produced sales of electric 
equipment at a cost far less than 
could have been possible by per- 
sonal visits. Copies of this bulletin 
also should be sent to electric con- 
tractors in the small towns in your 
rural districts. 

The second publication recom- 
mended is ELecrRICITy ON THE 
Farm, a little magazine published 
monthly in New York City, de- 
voted exclusively to reliable and 
specific information on how to put 
electricity to work on the farm. 
This magazine should be in the 
hands of your rural field men, and 
at a very small cost your farmers 
all could be put on the mailing list. 


Clipping Cows a Good 
Practice 


Whether cows are on pasture or 
in the barn, dirt, particles of straw 
and other foreign matter stick to 
the hair on the udders and flanks 
and, unless care is taken, will fall 
into the pail at milking time, con- 
taminating the milk. Such milk 
naturally will have a higher bacteria 
count—of harmful bacteria. Every 
precaution should be taken to 
prevent dirt getting into the milk 
because once in the milk, a great 
deal of it will always stay in and 
cannot be strained out. 

The use of a clipping machine 

will help to keep the milk supply 
el an and pure with the minimum 
of labor. Clipped cows are cleaned 


in half the time it takes to groom 
an unclipped cow. Clipped cows 
produce better milk—in that it is 
in a much better condition from the 
harmful bacteria standpoint than is 
the case where they are not clipped. 

There are now on the market low 
priced clipping machines which 
serve in a very satisfactory man- 
ner. Literature and prices on these 
may be secured by writing the 
manufacturers of such appliances as 
shown in the advertising pages of 
this issue. 


Where to Sell Plants 


HE Farm Lighting Plant 

which has done sc much to 
bring electrical comforts and con- 
veniences to the farm will aiso 
bring equal comforts and con- 
veniences and economies to other 
places removed from central sta- 
tion service. 

Many of our dealers are over- 
looking the large opportunity that 
exists on places other than farms 
for the sale of these lighting units. 

3elow are given a few of the 
many applications requiring “Farm 

Light Plants.” 

Each dealer should make a care- 
ful check of his territory several 
times a year to determine the dif- 
ferent types of prospects in his ter- 
ritory and then make a definite 
plan to equip these places with 
light plants. 

Lighthouse Service, Schoolhouses, 
Government Air Mail Service, 
Pumping Stations, Summer Camps, 
Oil and Gas Wells, Hospitals, 
Construction Trains, Town Halls 
and Lodge Rooms, Filling Stations, 
Hotels, Garages, Stores, Saw- 
mills and Lumber Camps, Ranches, 
Boats, Barbecue Stands, Moving 
Picture Theatres, Banks, Churches. 
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What Is a “Debt?” 


The treasurer of the Consoli- 
dated Electric Dealers’ Union was 
“short” $2,000, and the directors 
were discussing ways, means and 


methods. 

“It’s no benefit to us to put him 
behind the bars,” the president 
suggested. 


“No, but we've got a state law 
that says that any person fraudu- 
lently contracting a debt or incur- 
ring a liability shall be subject 
to attachment,” the secretary as- 
sured him. “Let’s go after him 
on that.” 

“That’s the proper move,” the di- 
rectors agreed. 

“And my lawyer tells me that 
when I used your money I neither 
contracted a debt nor incurred a 
liability, so take out your attach- 
ment and see how far you'll get,” 
the treasurer retorted. 

The treasurer found, however, 
that his lawyer was “barking up 
the wrong tree.” 

“If one buys goods of another, 
intending to pay for them on the 
terms stipulated, but failing to do 
so, he may, if a non-resident or an 
absconder, be proceeded against by 
attachment. If, being a resident, 
he buys goods, not intending to 
pay for them, or if, after his pur- 
chase, he assigns or disposes of 
his property or is about to do so, 


with the intent to defraud his 
creditors, he may be proceeded 
against in like manner. Why 


then, if by possession of the goods 
or money of another, with the in- 
tent to defraud some other person, 
may he not be proceeded against 
hv attachment? Is he any the less, 
in law or in morals, a debtor, be- 
cause he acquired possession of 
another’s goods by violence or tres- 
pass, than if he acquired possession 
by a contract unfixed with fraud, 
at the time the contract was made, 
or by a contract obtained by fraud 
or artifice on his part? We do 
not think so,” says the Maryland 
Courts in a case on the point, and 
there are Colorado, Iowa, Kansas, 
Louisiana, Michigan, Minnesota, 
Mississippi, Nebraska, New Jersey, 
Pennsylvania, Vermont, Wiscon- 
sin and West Virginia decisions to 
the same effect. 
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Indiana Farmers Use 


3356 Electric Ranges 


The commercial department of 
Interstate Public Service Company 
reports a favorable showing on the 
sale of electric ranges throughout 
the properties. At present there 
are 3356 electric ranges in opera- 
tion in the territory, a great num- 
ber of which are in the rural dis- 
tricts, showing a tendency on the 
part of the new rural customers to 
avail themselves of all the advan- 
tages of electric service. In an 
attempt to sell 1000 electric ranges 
during 1928 a series of campaigns 
has been in progress which to date 
have been satisfactory. Since 
January 1, 812 electric ranges have 
been placed in  service.—Middle 
West Utilities System Bulletin. 


Portable Motor Grinder 


The Master Electric Company of 
Dayton, Ohio, is manufacturing a 
small bench grinder that is proving 
mighty popular among farmers. It 





The Master Motor Grinder 


is shown in 
with. The farmer who has a work- 
shop has need for this appliance. 
It is first-class for all kinds of light 
grinding and operates from an 
ordinary lamp socket. 


Leaving machinery standing out- 
doors increases farm expenses and 
cuts down profits. Look after your 
equipment. 


the illustration Tt 





Nov. 


OO Ae 2 hee 


a>y,o7n 


ae 











can 
unit 
high 























Nov. 1128 


DEALER SECTION—ELECTRICITY ON THE FARM 





am- 
dis- 
the 
; to 
an- 

an 
izes 
gns 
late 
nce 
ave 
idle 


r of 


ing 
It 





= 






Model No. 600 





_Opportunities 


| for Wide - Awake Dealers 
# GENCO Light Plants 
HANOVER Water Systems 


If you want to increase your business and make more money, we can 
help you. Other dealers all over the country are making large profits 
with GENCO electric plants and HANOVER water systems. You can, 
too! They are modern, efficient and reliable. The prices are right. 


Commissions liberal. 


Full cooperation with our dealers. 


New and 


complete line of shallow and deep well water systems and electric plants 


from 600 to 3,000 watt capacity. 


What Others Have Done! 


One new and inexperienced Dealer at Walton, 
N. Y., sold 19 plants in 21 days, over $1400 profits 
on plants alone. A new District Manager, Mr. 
A. L. Hitner, sold 34 plants in 31 days through 4 


dealers in one county. 


Do You Want Details on Our Sales 
Proposition for Dealers and Managers? 


Hanover Engineering Co. 
Hanover, Penn. 
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Blue Ribbon 
Electric Milker 





A Portable Milker Requir- 
ing No Installation 
The only milker on the Ameri- 
can market that is a complete 
unit in itself. It operates from 
high line or farm light plant. 
You need this milker as an 
addition to your present line. 
Write us at once as we have a very 
attractive dealers’ proposition for you. 
Electric Products Corporation 
3737 Bel t Av » 
Chicago, IIl. 





























Cullman 
Electric 
Pump Drive 
14 to 1 HP. 








Chain drive on 
motor acts as 
a flexible cou- 
pling and pro- 
longs life of 
oe : , 
he patented Load Equalizer 
makes starting easy and minim- 
izes current consumption; self 
lubricating, easy to install, no 
foundation required. 
Send for literature and prices. 


Cullman Wheel Co. 
1342 Altgeld St., 
Chicago, IIl. 
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EVERY FARMER 
A PROSPECT 


Dealers now have the oppor- 
tunity to make extra profits 
with the 


SAFEGUARD 
BURGLAR and FIRE 


ALARM 


Prevents thievery of farm property 
—chickens — fowls. The alarm 
operates on a closed circuit system 
(same principle as used in Bank 
Alarm Systems). Loud bell alarm 
is set off in the farmers room, by 
the slightest attempt to enter 
chicken house or other out-build- 
ings. Fire will also cause the alarm 
to sound. This is a money saver 
for the farmer and a money maker 


for you. Hundreds already in use. 
Simple—easy to install—and not 
costly. 


WRITE TODAY for our excep- 
tional dealer proposition. 
SAFEGUARD ALARM CO., 


Pearl Street, 
Council Bluffs, lowa 








CO-OP 
Monthly 


Free to 
Dealers 


Illustrating 
Electrical 
and Radio 
Supplies and 
Appliances 
Write for your copy 





Lighting 
Fixture 
Catalog 
Now 
Ready 
Free 
for the 
Asking 


€o-Qp Lloctnit: Supply Co. 


33 N. Union St. 89-39th St. 
Chicago, Ill. Brooklyn, N. Y. 
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Capturing the Holiday 
Trade 


(Continued from page Dg) 


their attention to practical gifts, 
and by showing them that your 
appliances combine practical 
utility with attractiveness, you land 
their orders. 

The distribution of personal let- 
ters and circulars is especially 
beneficial in the case of the dealer 
who recruits a great deal of his 
Christmas trade from the rural 
districts. Letters and circulars 
which emphasize the desirability of 
electric appliances for gifts are 
certain to boost volume, provided 
the dealer has the goods to back 
up his claims. This is an oppor- 
tune time to profit from letters and 
circulars, as many rural patrons 
have wired their homes for elec- 
tricity during the past year. 


Advertising Necessary 


A well assorted stock of ap- 
pliances includes suitable gifts for 
most every one; but some pros- 
pects will overlook this fact unless 
you give them timely hints through 
newspaper advertisements, direct- 
by-mail publicity, window displays, 
and a store interior which is given 
the Christmas atmosphere through 
seasonable decorations. 


Reports on Water Heater 
Tests 


The Hynes & Cox Electric Cor- 
poration of Albany, N. Y., are dis- 
tributing reports of an_ electric 
water heating test conducted at 
the Russell Sage Laboratory of 
the Rensselaer Polytechnic Insti- 
tute. This document gives some 
very interesting data on tests of 
electric heaters and should prove 
of particular interest to electric 
dealers. Copies of it may 
secured gratis by writing the above 
company. 


_ A primary cell is an electrical cell 
in which current is produced by 
the chemical consumption of one of 
the electrodes “and the electrolyte 
(fluid). The dry cell is the only 
form of primary cell now in, gen- 
eral use outside of telegraphy. 
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Electrification Within 
Reach of All 
(Continued from page D14) 


which keeps the milk free of bac- 
teria and thus of a higher quality. 

Other electrical applications in 
use on Mr. Young’s farm include 
the lighting system, and a few 
motors for hay hoisting, churn- 
ing, and similar operations. These, 
he believes, are absolutely  es- 
sential. 

Mr. Young is interested pri- 
marily in the production of dairy 
products and the breeding of 


cattle. He is building up a first- 
class herd, which, though compar- 
atively young, compares favorably 


with any in the country. 

The yield of the average dairy 
cow is approximately 5,000 pounds 
a year. Mr. Young’s cows are at 
present averaging well over three 
times the figure. 

This is laid by Mr. Young to 
the careful exclusion of all low 
grade cattle from his herd, and to 
breeding exclusively from the best 
stock obtainable. For this pur- 
pose Mr. Young has several Hol- 
stein bulls of exceptional value. 
His most recent acquisition is a 
bull calf named Dutchland Denver 


the Great, who~is probably the 
most promising bull calf in the 
country. 

Although Mr. Young’s interest 


is primarily in dairying and cattle 
breeding, he raises a fair yield of 
crops on his farm, all of which is 
used as feed. About 4,000 bushels 
of oats are raised annually, in ad- 
dition to considerable quantities 
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‘Buy by Mail from Brook 
late ol4it4al Mane me ite 


LOWEST PRICES 


FIXTURES - RADIO 


CONST. MATERIALS -APPLIANCES| 


“Hook-Up” With Us 
on Radio 


receivers and accessories, 
and you'll make many dol- 
lars in extra profits. Estab- 
lish this money-making con- 
nection now at the peak of 
the radio season. Send for 
our new catalog, just off the 
press. 


Send for Our Bi¢g New Catalog 
and See for Yourself 


Electrical Supply Co. 


213-15-17 SO. PEORIA ST. 





of hay, corn and other grains. In 
spite of this, it is necessary to use 
about a ton and a half of outside 
feed a day. 

He believes that farm electrifi- 
cation is a matter of education 
and he sees a greater use for elec- 
tricity in rural districts when 
more farmers understand that it 
effects great economies and gives 
many comforts without an exten- 
sive outlay of capital. 


























Most Complete Line 


The completeness of the *‘U. S.’’ Lim 
will enable you to meet every rural and 
commercial lighting plant need. Th 
extremely low prices eouee by our rigid 
guarantee will enable you to clinch 
every sale. More sales, together with 
an unusually liberal discount, mean- 
bigger net profits for you. 

Our entire line ranges from 350 watt» 
to 75 K.W. Four sizes up to 2-% 
K.W. are ideally adapted for home an: 
lighting. We manufacture 
1-% and 2-% K.W. plants for 
garages, filling stations dance 
summer resorts, etc 
Write for complete information 

UNITED STATES MOTORS 

CORPORATION 
9 Nebraska St., Oshkosh, Wis. 
“U. S. Products Must Give Service.’’ 
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"Toousanps OF 

LIGHT PLANT OWNERS 

ARE NOWIN THE MARKET 
FOR NEW BATTERIES 


ITH USL farmlight batteries 
W and the right sales effort 

behind them, you can make 
real money this fall. 


USL farmlight batteries are made 
by one of the oldest and largest 
concerns in the battery business. 
29 years’ experience in building 
GOOD batteries stands behind 
every USL, whether for auto, radio 
or farmlight plant. Everyone has 
heard of USL batteries. For years 
they have been known for their 
dependable long life, their unfailing 
service. And they. cost no more 
than less dependable products. 


Here is your opportunity to 
make a worthwhile profit on bat- 
teries during the next few months. 
The business is there. USL dealer 
discounts are very liberal. No in- 
vestment is required except your 
time. Mail the coupon today. 


USL Battery Corporation 
Niagara Falls, New York 


Other USL factories at Oakland, Callif., 
Toronto, Ont., and Sydney, Australia 








USL .Battery Corporation, | 
Niagara Falls, New York. 

Please send complete information 
on the USL Farmlight Battery dealer 


@roposition, including prices, discounts 
and guarantees. 


ES REG eT AD FARM LIGHT 


pee rn | ‘Batteries 
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